SWOT Analysis

Strengths (+)

1. Highly experienced staff in sales department with
longstanding relationships with the community and
customers.

2. F-Series sales volume leadership for the Seattle
Region, large amount of repeat new/used buyers
resulting in heavy demand for diesel repair,
maintenance and parts which won't shift to electric
anytime soon.

3. Commercial sales volume and relationships (similar
maintenance, repair, and parts demand/forecast to #2).
4. Large wholesale parts volume with experienced
team.

5. High level of master technicians.

6. 17 acres facility with plenty of room for display;
storage and expansion.

7. Strong 89 year legacy and reputation in the
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Weaknesses (-)

1. Service capacity, our service shop is small with stalls
designed for the 1970s. We have 27 bays and need
60.

2. We are appointment only in Service Dept. so we
generally turn away emergency work and/or customer's
who aren't able to wait.

2. Parts Dept. outgrew its space years ago and now
uses inefficient outdoor storage containers.

3. Service techs and advisors not satisfied with Part's
special order parts process not updating them.

4. Inconsistent app. reminders to service customers.

5. 4 out of our most 8 experienced sales staff will retire
in the next 5 years.

6. Parts & Service manager are not collaborating in a
constructively hurting morale and damaging
communication between many teams.

1. Complete our new service and parts building with a
10k square foot parts department and 30 large
commercial sized service bays to match demand in our
community.

2. Locate, hire, and train excellent new hires that share
our passion and commitment to always improving for oul
team, community and customers.

3. Expand our mobile service vans from 3 to 5 in the
next 18 months to handle growing recall and remote flee
service work.

4. Open our own detail shop in the space freed up in
our old shop that was never ideal for service work. This
will keep our used cars onsite and should save $60 per
detail and provide great service gross profit. Can offer
service to retail customers.

5. Build a car wash - we could reduce staff and retain
more experienced detailers, porters to use the wash.

1. Current economic climate regionally and nationally
with higher interest rates, tech and construction lay offs
locally, more depreciation on vehicles we haven't had
recently.

2. Large dealer groups buying out our smaller
competitors and investing in bigger shops.

3. Mega used retailers trying to take market share
Carvana, Vroom, CarMax and potential new entrants.
4. Our manufacturer taking control of lease end and not
allowing us the same opportunity to purchase vehicle.
5. In the future with more electric vehicle ownership we
likely have much lower repair and maintenance dollars
per vehicle.

6. Small pool of trained technicians relative to size of
our market.

7. Potential increased liability when we expand our
service and parts operation and dealing with a new level

Opportunities (+) Threats (-)

Write your goal statement:

Our goal is to increase annual absorption from 82.1% in 2022 to reach 90% total absorption by December 31st
2023 for our 2023 YTD value. Interim objective metrics for total absorption YTD are reaching 84% by May 1st
2023, 86% August 1st 2023, and 88% by October 1st 2023. Our 2022 total expenses were $8,422,663 with
increased costs and inflationary environment our goal is hold this value the same for 2023. We need to increase
our annual total fixed operations and pre-owned gross profit by $664,922 from $6,915,475 in 2022 to $7,580,397
in 2023 to reach 90% total absorption. My 2023 monthly gross profit goals are for parts to increase monthly gross
by $5,600, used cars increase by $30,000, and service increase monthly gross by $20,000.
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	Text Field 1: 1. Highly experienced staff in sales department with longstanding relationships with the community and customers.
2. F-Series sales volume leadership for the Seattle Region, large amount of repeat new/used buyers resulting in heavy demand for diesel repair, maintenance and parts which won't shift to electric anytime soon.
3. Commercial sales volume and relationships (similar maintenance, repair, and parts demand/forecast to #2).
4. Large wholesale parts volume with experienced team.
5. High level of master technicians.
6. 17 acres facility with plenty of room for display, storage and expansion.
7. Strong 89 year legacy and reputation in the community has driven robust sales, service and parts demand along with high applicant pool for job listings.

	Text Field 2: 1. Service capacity, our service shop is small with stalls designed for the 1970s. We have 27 bays and need 60.
2. We are appointment only in Service Dept. so we generally turn away emergency work and/or customer's who aren't able to wait.
2. Parts Dept. outgrew its space years ago and now uses inefficient outdoor storage containers.
3. Service techs and advisors not satisfied with Part's special order parts process not updating them.
4. Inconsistent app. reminders to service customers.
5. 4 out of our most 8 experienced sales staff will retire in the next 5 years.
6. Parts & Service manager are not collaborating in a constructively hurting morale and damaging communication between many teams.
7. No formal training process for support many roles outside of technicians, sales consultants, and service advisors.



	Text Field 3: 1. Complete our new service and parts building with a 10k square foot parts department and 30 large commercial sized service bays to match demand in our community.
2. Locate, hire, and train excellent new hires that share our passion and commitment to always improving for our team, community and customers.
3. Expand our mobile service vans from 3 to 5 in the next 18 months to handle growing recall and remote fleet service work.
4. Open our own detail shop in the space freed up in our old shop that was never ideal for service work. This will keep our used cars onsite and should save $60 per detail and provide great service gross profit. Can offer service to retail customers.
5. Build a car wash - we could reduce staff and retain more experienced detailers, porters to use the wash.
6. Implement training paths/processes for all roles and guarantee all needed safety training is complete.
	Text Field 4: 1. Current economic climate regionally and nationally with higher interest rates, tech and construction lay offs locally, more depreciation on vehicles we haven't had recently.
2. Large dealer groups buying out our smaller competitors and investing in bigger shops.
3. Mega used retailers trying to take market share Carvana, Vroom, CarMax and potential new entrants.
4. Our manufacturer taking control of lease end and not allowing us the same opportunity to purchase vehicle.
5. In the future with more electric vehicle ownership we likely have much lower repair and maintenance dollars per vehicle.
6. Small pool of trained technicians relative to size of our market.
7. Potential increased liability when we expand our service and parts operation and dealing with a new level of much greater volume of business.

	Text Field 5: Bickford Ford 2023 Absorption SWOT
	Text Field 6: Our goal is to increase annual absorption from 82.1% in 2022 to reach 90% total absorption by December 31st 2023 for our 2023 YTD value. Interim objective metrics for total absorption YTD are reaching 84% by May 1st 2023, 86% August 1st 2023, and 88% by October 1st 2023. Our 2022 total expenses were $8,422,663 with increased costs and inflationary environment our goal is hold this value the same for 2023. We need to increase our annual total fixed operations and pre-owned gross profit by $664,922 from $6,915,475 in 2022 to $7,580,397 in 2023 to reach 90% total absorption. My 2023 monthly gross profit goals are for parts to increase monthly gross by $5,600, used cars increase by $30,000, and service increase monthly gross by $20,000.


